ID Article Index January to June, 1967 


Some articles have already been reprinted. For others, 
ID can send tearsheets or have copies made. 


IDEAS FOR MANAGEMENT 





This firm has found the answer to many 
OUTLOOK 1970'S: COMING TAKEOVER BY THE PROS. -....-January problems with a combination teletypewriter enpusieineaiatiedabe 
Roundtable session with five distributors and §D editors to discuss processing system. 
“‘Management for tomorrow.’ 

EX-SIDA PRESIDENT LIKES DOUBLING IN BRASS 
OUTLOOK "67: SALES HEADED FOR ANOTHER RECORD YEAR... . January Can working in one top job interfere with another top job? Not 

‘ers in sp fields give their comments on the mount- so, says Cy Perkins, president of The Henry Walke Co., who is 

ing prosperity for distributors. also vice-mayor of Norfolk, Va. 





AT LAST: PAY STANDARDS FOR DISTRIBUTORS HE BATTLED A HANDICAP AND WON A CAREER 

Are you over-paying your employees? Or, are you underpaying Wayland Sullivan of Bearings & Transmission Supply Co., Mobile, 
them? New NIDA-SIDA study will help you determine how much Ala., a medical marvel, has blished a pr i career for 
each inside job is worth. himself in distribution. 





URBAN RENEWAL HELPED THEM MOVE OUT OF THE PAST... . February 
As a result of careful planning for its new facility, Barclay, 
Ayers & Bertsch Co. (BABCO), Grand Rapids, Mich., has increased 


volume as well as efficiency. SPECIAL REPORTS 


FRINGE BENEFITS: ARE YOU GETTING *ANNUAL SURVEY: DISTRIBUTOR SALES [.EAP 13.1% . .March 
This year's survey was expanded to give a better breakdown of 
California specialist Bill Moore of Geiger, Inc., has outlined an operating results by region and type of firm. How do you com- 
employee benefits program that means much more than added over- pare? 
head. 
*WAREHOUSING WITH THE EXPERTS 
FIVE SMALL SPECIALISTS HURDLE iD special report focuses on the problems of building and re- 
THE EDP HUMP—TOGETHER. . modeling distributor facilities. 
Can the smal! distributor afford to be without data processing? 
Five Buffalo, N.Y., specialists didn’t think so and formed a for- *BREAKTHROUGH IN MARKET RESEARCH . .May 
profit EDP service center. §D exclusive report outlines the facts behind the “market “research 
programs in distribution. 
ARE POOR PUBLIC RELATIONS COSTING YOU MONEY? 
Public relations pro, Robert Slater, Jordan Associates, . TIS REPORTER: GUIDE TO THE CHICAGO CONVENTION. . «May 
York, N.Y., offers distributors pointers for a sound community Special feature outlines the activities lined up for those attend- 
relations program. ing the Triple Supply Convention. 


ONLY NO. 8, YOUNG SARGENT’S NOT MARKING TIME 4TH ANNUAL DISTRIBUTOR ADVERTISING AWARDS. . 
Launched in early ‘66, this Waterbury, Conn., general line firm Feature explains why you should enter, who's eligible, ‘ond lists 
has been on the march ever since. Here's what it took to get it past winners in §D’s ad awards program. 
off the ground. 
TIS CHICAGO DRAWS RECORD TURNOUT 
RAUB MOUNTS FULL-SCALE ASSAULT ON JOB EVALUATION... ... . June Facts-and-photos coverage of the 1967 Convention. 
This Lancaster, Pa., firm employs numerous job evaluation tech- * Reprints available 
niques in applying fair pay standards. 


SALES PROBLEMS 


HOW TO LOSE AN ORDER 
. by not following through. 


IDEAS FOR SALESMEN 


FOR TOMORROW'S SALES, GET IN ON TODAY'S DESIGNS..... .jJanuary 
Detroit salesman, Joe Polyczynski of Waterston’s Machinery & PRICE H, THAT’S THE RUB! 


Supply Co., sh h bh helpi t ; , 
roa ony Bem gs ow he. sells ‘hy helping customers prepare for Would you meet the price of a customer who ordered erratically? 


WHO GOT THE ORDER? 
. . . when each salesman applied a different but hopefully effec- 
tive approach. 


HOW GOOD ARE YOUR PRODUCT PROFITS? 
Here’s how to calculate your monthly return on assets for each 
commodity line. 


THE SMALL AND LARGE BUYER— 
HOW THEIR VIEWS ABOUT YOU DIFFER.... 
Two “royal’’ buyers size up value added, contracts and dis- THE ID CASEBOOK 
tributor salesmen. — 
New ideas from 53 firms to help you boost sales, improve methods, 
WHAT'S AHEAD FOR OUTSIDE SALESMEN: NEW ROLES, GOALS... reduce costs—for management, operating and sales personnel. 
In a roundtable session with §D editors, four veteran outside 
salesmen discuss how selling has changed in recent years and 
how it will change in the future. 


TWO MEN UNDER THE SYSTEMS SALES UMBRELLA 
Veteran salesmen at Bostwick-Braun Co., Toledo, give their 
thoughts on syst selling and its future. 





350 MILES FOR ONE CALL: HOW TO MAKE IT COUNT 
Bob French of Tucson Bearing Co., Inc., Tucson, explains how he TECHNICAL TRENDS 
makes his one call count. 

Regular feature designed to keep you aware of technological 
“I'M A DYED-IN-THE-WOOL INDUSTRIAL SUPPLY PEDDLER” developments in research, design, materials, and processes. 
Outside salesman, Paul Helton of Bert Lowe Supply Co., Tampa, 
explains why he enjoys selling. 


GENERAL 


THEFT AND YOUR BUSINESS—CAN YOU BE HAD?.. 

Are you protecting a thief? Are you unable to account for inven- 
tory discrepancies? Here's an inside look at detection methods 
and security systems. 





PHONE BILLS TOO HIGH? GO ON THE AIR 

Adam-Hill Co. has increased effi y since two-way 
radio systems in its South San Fi h ters, two 
branches, and trucks. 
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ID Article Index—July to December, 1967 


Some articles have already been reprinted (indicated by asterisk). For others, 
ID can send tearsheets or have copies made. 


IDEAS FOR MANAGEMENT GENERAL 


STRIKEBOUND? ROLL UP YOUR SLEEVES PTDA SMOKES OUT GUIDELINES ON RECRUITING, HIRING....... July 163 
OR THROW IN THE TOWEL Mid-year Atlanta convention tackles problem of attracting and holding 
3M, Des Moines, explains how it managed to maintain “‘business as qualified personnel. 

”* whil tinui trike negotiations with labor union. 
ee eres . BEARING SPECIALISTS GET “GO” PROD July 167 
WHY MOVE TO AN INDUSTRIAL PARK? Emphasis on value-added and use of modern i 
Semon Bearing & Supply, Phoenix, Ariz., gives reasons and advantages spotlighted at BSA’s second annual convention. 
ite-seekers should consider industrial developments. 
seeasheeti “ DISTRIBUTOR ADS: MISSING THE MARK IN A 
LUX(URY) IN A SUPPLY HOUSE: MAN-TO-MAN MARKET : December 57 
JUST WHAT THE “DOCTOR” ORDERED Industrial Marketing magazine’s ‘‘Copy Chasers’’ critique entries of 
A look into the facilities of Emil Lux, Germany’s newest industrial three distributor-winners in {D's 4th ad awards program. 
hardware supply house. 





WHERE IS DISTRIBUTION GOING? 
Distributor Sid Spiegel of Liberty Electronics, Inglewood, Calif., offers 


some provocative answers to the distributor's role. SPECIAL REPORTS 


ZONE DISTRIBUTION ZOOMS *WHAT DO YOU DO ABOUT THE OL’ MAN 

Distributor Mel Tompkins of Allied-Arkansas Bearing, takes a tongue- WHEN YOU ARE THE OLD MAN? 

in-cheek, pundit’s-eye view of distributor price cutting. Two-part feature delves into the “‘family’’ corporation and the prob- 
lems of management i and survival. 





DEBATE ON DISTRIBUTION 

A distributor exec and a professional ad man meet head-on to debate *WHAT IS YOUR COMPANY WORTH?............... 

the value and future of industrial distributors. Expert appraiser determines price tag value of a distributor, comparing 
his financial and operating ratios with publicly-owned Bluefield Supply, 

WORTHINGTON SETS SCENE FOR COMPUTER GENERATION #3. .October 68 = Fincmmun, and Syracuse Supply. sipecoe re 

Better internal operations, marketing methods and sales have resulted 

from this Cleveland distributor's switch to EDP. “THE DISTRIBUTOR SALES MANAGER.......... ... September 
Executive or super salesman? It all depends on size of firm. Here’ s an 

COLLEGE GRADS CAN SELL analysis of sales management functions as related to volume; also a study 

Progress report on one of four college graduates hired by a Portland, of the sales manager’s background, compensation, and trends that will 

Ore. firm; his experience and prospects. affect his job in the future. 


WAREHOUSING: FROM 1(920’S TO 1970'S IN UNDER A YEAR . November 66 TOOLS OF SELLING—I967 DISTRIBUTOR 
Vallance, Brown & Co., Hamilton, Ont., anchors itself to Canada’s ADVERTISING AWARDS _. Mevember 
future with mechanized facility that stacks up image, service. Special feature, devoted to ideas and techniques used by the 14 win- 

ners of ID’s 4th Annual Advertising Awards P ff 1 
FLEXIBLE BUDGETING: KEY TO PROFIT INSURANCE mnie? Cutt ah Oe ave taiia COC 
Consultant lists three steps to establishing a flexible operating budget 
and cites the case of an industrial distributor who has successfully used 
this method of expense control. 


ANSWER THE PHONE, PLEASE! 
Picture story shows value of handling phone calls promptly. SALES PROBLEMS 
PUBLISHED RESALE PRICES—“YES” OR “NO’’?.... A LITTLE KNOWLEDGE iS ONLY A START 
Distributor leaders give their opinions to the question, ‘‘Should manu- Promising sal li colleagues who have helped him. 
facturers discontinue published resale prices?.’’ 
HOW DO YOU HANDLE A “LOBBY” RECEPTION September 


+ . when the P. A. greets you in the lobby to discuss business and 
your competitor is sitting within earshot? 


IDEAS FOR SALESMEN EX-HOUSE ACCOUNT: WHERE To NOW? 71 


When buying’s erratic but potential’s there, how do you tap it? 





THERE’S A CHANCE TO SELL IDEAS—LET’S GO! 
Donald E. Pearce, president of Process Components, Inc., Norfolk, Va. WHEN DELIVERY WOES PILE UP 
outlines the “‘systems”’ approach to industrial selling. How do you handle the buyer when the order is late, incomplete? 


“SELLING’S ANYTHING BUT KID’S STUFF” 
Two successful salesmen in their 20’s tell what it takes to make it big 
in distribution. 


THE ID CASEBOOK 
WHAT DOES IT REALLY TAKE TO BE A SALESMAN?.. 
Two outside sales pros at RAE Bearings Service, Hartford, Conn., prove New ideas from 37 firms to help you boost sales, improve methods, re- 
there are no set formulas for successful selling. duce costs—for management, operating and sales personnel. 


“AFTER 60 YEARS OF SELLING, I'M NOT ABOUT TO QUIT”’..... August 52 
81-year-old Sam Smythe of Topping Bros., New York, looks back on 
his 60 years as an outside saleosman—a job he still holds. 


HOW TO TOOL UP FOR TECHNICAL SELLING D 
Salesman Larry Hall, A. V. Wiggins Co., Syracuse, N.Y., tells what 
it takes to be a successful machine tool specialist. 


INNOVATIONS TECHNICAL TRENDS 


WHEN VONNEGUT SELLS SYSTEMS, Regular feature designed to keep you aware of technological developments 
IT SELLS ITS #1! PRODUCT September 43 in research, design, materials and processes. 

Engineering systems for customers is still in its infancy among general 

line houses, but for this Indianapolis distributor it’s a well-developed 

factor behind service and profits. 


“WE STREAMLINED OUR PAPERWORK—WITHOUT EDP”... September 46 
Industrial Suppliers, Inc., LaGrange, Ga., has solved the problem of 

increased paperwork with a handwritten system resulting in faster proc- 

essing and better service. 


“HERE WE GROW AGAIN” ON CUSTOMER SERVICE October 52 
Oregon Marine Supply has hit upon a way of contacting more potential 
accounts at low cost via WATS phone system. EDITORIALS 


HOW TO SOLVE YOUR SMALL-ORDER PROBLEM—PROFITABLY October 63 It’s what is right—not who is right 
Faced with a 125% jump in invoices, this bearing firm developed a Sales ythed 
small-order form that cut cost per invoice from $1 to 23¢. Sales son er, ten gel birds? 


HOW TO ESTABLISH AN EFFECTIVE ADVERTISING PROGRAM. November 69 With the title goes 


Jim Malarney, ad manager at Henry G. Thompson Co., outlines the Budgeting tells the story 
principles of a sound ad program—and how to budget for it. The 20-20 view from hindsight 


December 1967 





